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1. Introduction 

This briefing highlights potential conflicts that may occur and offers strategic recommendations, in order to prevent the Head of Marketing of TBG Tours Ltd from experiencing these conflicts during his forthcoming business trips to Beijing and Dubai. 

1.1 Culture Confusion-

Robinson and Boniface (1999) believe that culture conflicts happen on a regular basis. \being overwhelmed and change in culture and routine, may result in Culture Confusion, whilst being abroad, as Timm (2011) explains. He then suggests, that prior to business trips it is imperative to have culture knowledge of the intended country to visit as this could be an important factor for a potential successful business deal, (Timm, 2011).
Culture Difference

Hofstede (1997) explains that people all over the world ‘ think, feel and act differently’, (Hofstede, 1997). Therefore, it is vital to understand these differences before a business trip commences. 
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China, United Arab Emirates, United States

Figure 1, (Hofstede insights ,2018)

2.1 Power Distance - 

As can be seen in figure 1, the power distance between China and the United Arab Emirates does not vary much. They have a different approach to superiors, where hierarchy is more emphasized on and is of great importance, unlike in America. According to Hofstede, (1997), cultures with high power distance, China and the United Arab Emirates, accept inequality and take orders from their managers without being able to discuss them. Al Khatib et al, (2007) add that individuals in high positions may take advantage of their position, which may lead to unethical behavior. While in Beijing, it will be noticed that the Chinese will be ‘more comfortable with peers rather than superiors’, (Rashid and Ibrahim, 2007). On the other hand, Americans, with low power distance, believe that inequality should be minimized and discuss and consult before making decisions, Hofstede, (1997). Therefore, this should be taken into consideration whilst conducting meetings during the trip, especially during the trip to Dubai, where power distance is highly important.  
2.2 Individualism vs Collectivism-

The significant difference, as shown in figure 1, may cause some misunderstanding if not fully understood before heading to the destination, and therefore, may lead the trip to failure, Stahl and Tung ( 2015). America, being an Individualism culture, according to Hofstede’s dimensions expects the individual to have choices and decisions and focus on the individual, (Hofstede.com, 2018). However, this does not apply to the Chinese and Emarati Culture. Based on their scores in figure 1, they are considered collectivism, which is opposed to individualism, where their concerns focus on groups consisting of family and loyal friends rather than individuals.
2.3 Masculinity vs Femininity-

Hofstede, (1997) states that in a Masculine society, men are tough and more openly gendered; whereas in a Feminist society, it is about expecting more emotional roles. Supporting this, Thomas and Peterson, (2018) suggest that this refers to the orientation of a traditional male over the traditional female orientation. America, much like China, (as can be seen in figure 1), score higher towards a Masculine society, while the Emirates score slightly less.
2.4 Uncertainty Avoidance

Thomas and Peterson, (2018) suggest that some cultures are influenced by religion and can promote strong working ethics. They cite Huismans, (1994) stating that some cultural values are related to “religious devotion”, (Thomas and Peterson, 2018). This could be the case in Dubai, as Hofstede, (1997) believes that countries with high scores on uncertainty avoidance use religion to help them accept uncertainty. The United Arab Emirates, being an Islamic Country, base many aspects of their culture and traditions on religion. Therefore, taking their time to take decisions while doing business is expected, it is based on gods will, if god wants it to happen; it will. However, for Americans and Chinese, this is not the case, they would rather base business on fixed rituals and habits, geerthofstede.com, (2018).
2.5 Long Term Orientation

Thomas and Peterson, (2018), mention that Minkov and Hofstede (2012) have identified long term orientation as values that view thrift and perseverance as of greater importance than service to others. Hofstede suggests that this dimension deals with change and countries that score high in this, always feel the need to prepare for the future, but, on the other hand, the countries with lower scores such as America, do not feel the importance to do so, Geerthofstede.com ,(2018) 
2.6 Indulgence

Hofstede explains this, as living life with more freedom and having fun and this is how it is in America as they score on the higher lever. Nevertheless, in China they have a stricter way of life; they show gratification to needs, geerthofstede.co, (2018). Therefore, while in China bear in mind that they do not live the same way Americans do. This point applies to business codes of conduct as well. 
3. Business in Beijing 
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3.1 Introduction-

Xiaohe, (1997) states that conducting business in China is influenced and linked with traditional ethics; therefore, it is important to understand Chinese traditions prior to the visit. Whilst planning the trip, traditional celebrations and events should be considered. When attending a meeting it is important to make sure to arrive on time; punctuality is important for Americans, however, it may vary for Chinese in accordance with occasions. When entering a meeting, being a high power distance culture according to Hofstedes dimensions, it can be considered as disrespectful not to address the highest and oldest person in the room. Chinese emphasise on hierarchy, as a result it is important to respect seniority; the person with the highest rank should introduce the American group. Respect should be demonstrated to the leader of the Chinese delegation, CNBC, (2017).

3.2 Dress Codes-

As in America, the dress code is formal and conservative for both men and women. Dark colors or beige are advisable, as for women, flat shoes should be worn and long sleeve with high neck blouses. Revealing clothes can be seen as disrespectful, etiquetteinchina.com, (2018).
3.3 Communication-

Handshakes are not to be as firm as they are in America. They should be soft and short with brief eye contact. It can be translated as a challenge if there were too much eye contact. When addressing someone using their profession is essential along with the surname, etiquetteinchina.com, (2018). Which is the opposite to how Americans are addressed, where it is more informal and with a friendly approach. internation.org, (2018).
3.4 Negotiation-

It is important to remain positive during negotiations, as a lengthy round of bargaining is expected. Preparation for alternatives and compromising is advisable, etiquetteinchina.com, (2018).
3.5 Business Cards-

It is known in China that gold in is a sign of financial wisdom, therefore, it is recommended to have the cards printed in English with Chinese translation. Upon giving a card it must be handed with both hands, and received in both hands as well, Chinese writing should face upwards, etiquetteinchina, (2018).  
3.6 Aspects to consider-

It is essential to fully understand the concept of “ face “ before conducting business in China. Face is the equivalent of respect and honor. This can be gained or lost, complements and showing respect adds to face, however, arguments and losing temper may result in losing face. 

Currency used in China is Yuan, 1 USD = 6.96 Cny, xe.com, (2018). Appointments should be scheduled around holidays such as Chinese New Year, May Day and National Day, bearing in mind that all business shut down between 12 pm and 2 pm. Note that weekends are the same as in America. 

4. Business in Dubai 
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4.1 Introduction- 

The UAE is seen as the centre of global business and in the Arab world conducting business is based on personal relationships and trust. Punctuality is not seen as a virtue for Arabs, however, it is important to arrive on time for a meeting. The possibility of waiting is high, therefore, patience is important whilst understanding that this is not considered lack of respect. The manager is advised to greet the most senior person when entering, UAE-embassy, (2018) 
4.2 Dress Codes-

Being in an Islamic country, dressing conservative is important for both male and female, similar to China as seen in point 3.2. Conservative dress is related to religious views and not traditional as in China, export.gov, (2018). 
4.3 Communication-

For Americans, getting down to business is important, small talks around the main issue is not favoured; however, this does not apply to Dubai’s business code of conduct, international. org (2018). When in Dubai, it is considered impolite to get straight into business talk after the greeting.  Therefore, it is important for the manager to be patient and expect greetings to take several minutes and to bear in mind that asking about a man’s wife would be seen considered as inappropriate, export.gov, (2018). 
4.4 Negotiation-

Negotiations might be lengthy, referring to point 2.4 the word “ Inshallah” will become more familiar as the meeting progresses, this is due to them believing that everything is in gods will, therefore, patience is advised. Nevertheless, once a decision is made, verbally or written, it is expected to act accordingly, a businessperson’s word is seen as his bond, UAE-embassy, (2018). 
4.5 Business Cards-

It is preferable to have business cards printed in Arabic on one side and English on the other, and presented with the right hand and not the left, UAE-embassy, (2018).
4.6 Aspects to consider-

It is customary to be offered refreshments when arriving at a home or an office. This could be Arabic coffee or milkless tea, and it is important to accept at least one cup full or it might be seen as impolite. When planning for the trip, a few things should be taken into consideration; weekends are Friday and Saturday, however, a few companies may open on Saturday. During Ramadan, working hours are shorter, and it is vital to show respect during this holy month. The manager should not eat, drink or smoke in public, as this is considered as an offense. Being a collectivism country, family and groups are important; therefore, do not feel disrespected if the meeting was interrupted with a phone call or a guest, UAE-embassy, (2018). The currency in the UAE is Dirham, 1 USD = 3.6 AED, XE. Com, (2018).
Conclusion

To conclude, as it can be seen in the report, business codes of conduct differ from one country to the other. What is seen as appropriate in one culture may be considered as offensive in another. Therefore, understanding culture differences is vital prior to the commencement of these trips. Hofstede’s dimensions were used to assist with understanding how some cultures view certain aspects. Advice has been given to the Marketing Manager throughout the report, which may be considered as factors to consider for the potential of turning these trips into successful business deals.   
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